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PART 1

Special Note of Caution Regarding Forward-Looking Statements

Certain information included in this report or in other materials we have filed or will file with the Securities and Exchange
Commission (the “SEC”) (as well as information included in oral statements or other written statements made or to be made by
us) contains or may contain forward-looking statements, including, but not limited to, statements regarding our future financial
performance and financial condition. Words such as “expects,” “anticipates,” “targets,” “goals,” “projects,” “intends,” “plans,”
“believes,” “seeks,” “estimates,” variations of such words and similar expressions are intended to identify such forward-looking
statements. These statements involve a number of risks and uncertainties. Any forward-looking statements that we make herein
and in future reports and statements are not guarantees of future performance, and actual results may differ materially from those
in such forward-looking statements as a result of various risk factors. Please see “Item 1A. Risk Factors” in Part I of this Annual
Report on Form 10-K for more information regarding those risk factors.
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Any forward-looking statement speaks only as of the date made. Except as required by applicable law, we undertake no obligation
to publicly update any forward-looking statements, whether as a result of new information, future events or otherwise. However,
any further disclosures made on related subjects in our subsequent reports on Forms 10-K, 10-Q and 8-K should be consulted. This
discussion is provided as permitted by the Private Securities Litigation Reform Act of 1995, and all of our forward-looking
statements are expressly qualified in their entirety by the cautionary statements contained or referenced in this section.

Item 1. BUSINESS

General

EEINT3 EEINT3

M/I Homes, Inc. and subsidiaries (the “Company,” “we,” “us” or “our”) is one of the nation’s leading builders of single-family
homes. The Company was incorporated, through predecessor entities, in 1973 and commenced homebuilding activities in 1976,
with 2016 marking our 40th year of business. Since that time, the Company has delivered over 94,000 homes.

The Company consists of two distinct operations: homebuilding and financial services. Our homebuilding operations are aggregated
for reporting purposes into three reporting segments - the Midwest, Mid-Atlantic and Southern regions. Our financial services
operations support our homebuilding operations by providing mortgage loans and title services to the customers of our homebuilding
operations and is reported as its own segment. Please see Note 15 of our Consolidated Financial Statements for additional
information related to the financial and operating results for each of our reporting segments.

Our homebuilding operations comprise the most substantial portion of our business, representing 97% of consolidated revenue in
2015 and 98% in 2014. We design, market, construct and sell single-family homes and attached townhomes to first-time, move-
up, empty-nester and luxury buyers. In addition to home sales, our homebuilding operations generate revenue from the sale of
land and lots. We use the term “home” to refer to a single-family residence, whether it is a single-family home or other type of
residential property, and we use the term “community” to refer to a single development in which we construct homes. We primarily
construct homes in planned development communities and mixed-use communities. We are currently offering homes for sale in
175 communities within 14 markets located in nine states. Our average sales price of homes delivered during 2015 was $346,000,
and the average sales price of our homes in backlog at December 31, 2015 was $372,000. We offer homes ranging from a base
sales price of approximately $140,000 to $1,200,000 and believe that this range of price points allows us to appeal to and attract
a wide range of buyers. We believe that we distinguish ourselves from competitors by offering homes in select areas with a high
level of design and construction quality within a given price range, providing superior customer service and offering mortgage
and title services in order to fully serve our customers. In our experience, our product offerings and customer service make the
homebuying process more efficient for our customers.

Our financial services operations generate revenue primarily from originating and selling mortgages and collecting fees for title
insurance and closing services. We offer mortgage banking services to our homebuyers through our 100%-owned subsidiary,
M/I Financial, LLC (“M/I Financial”). We offer title services through subsidiaries that are either 100% or majority owned by the
Company. Our financial services operations accounted for 3% of our consolidated revenues in 2015 and 2% in 2014. See the
“Financial Services” section below for additional information regarding our financial services operations.

Our principal executive offices are located at 3 Easton Oval, Suite 500, Columbus, Ohio 43219. The telephone number of our
corporate headquarters is (614) 418-8000 and our website address is www.mihomes.com. Information on our website is not a part
of and shall not be deemed incorporated by reference in this Form 10-K.



Markets

Our 14 homebuilding divisions are aggregated into the following three segments for reporting purposes:

Region Market/Division Year Operations Commenced
Midwest Columbus, Ohio 1976
Midwest Cincinnati, Ohio 1988
Midwest Indianapolis, Indiana 1988
Midwest Chicago, Illinois 2007
Midwest Minneapolis/St. Paul, Minnesota 2015
Southern Tampa, Florida 1981
Southern Orlando, Florida 1984
Southern Houston, Texas 2010
Southern San Antonio, Texas 2011
Southern Austin, Texas 2012
Southern Dallas/Fort Worth, Texas 2013
Mid-Atlantic Charlotte, North Carolina 1985
Mid-Atlantic Raleigh, North Carolina 1986
Mid-Atlantic Washington, D.C. 1991

We believe we have experienced management teams in each of our divisions with local market expertise. Our business requires
in-depth knowledge of local markets to acquire land in desirable locations and on favorable terms, engage subcontractors, plan
communities that meet local demand, anticipate consumer tastes in specific markets, and assess local regulatory environments.
Although we centralize certain functions (such as accounting, human resources, legal, marketing, product development, purchasing
administration, and risk management) to benefit from economies of scale, our local management, generally under the direction of
an Area President and supervised by a Region President, exercises considerable autonomy in identifying land acquisition
opportunities, developing and implementing product and sales strategies, and controlling costs.

Industry Overview and Current Market Conditions

Housing market conditions were generally favorable in 2015 as demand for new homes improved, reflecting positive underlying
demographic and economic trends, including low interest rates and improved consumer confidence, higher employment levels in
most of our markets, and improved mortgage availability. We expect continued modest improvement in the overall housing market
in 2016, driven by these factors, accelerating household formation, improving own-versus-rent dynamics, and attractive home
affordability relative to income levels. According to the U.S. Census Bureau, new home sales increased in 2015 with 501,000
new homes sold in the United States compared to 435,000 sold in 2014 and 428,000 sold in 2013, and we expect new home sales
to continue to increase in 2016. The number of housing permits issued in the United States also increased to an estimated 1,178,000
in 2015 compared to 1,033,000 in 2014 and 975,000 in 2013.

Business Strategy

We believe that we are well-positioned to further improve our profitability and results in 2016, as a result of our market expansions
into Texas and, most recently, Minnesota, and our solid competitive positions in our other markets, combined with the 17% increase
in our number of active communities in 2015. Consistent with our focus on improving long-term financial results, we expect to
continue to emphasize the following strategic business objectives in 2016:

»  profitably growing our presence in our existing markets, including opening new communities;
* reviewing new markets for investment opportunities;

*  maintaining a strong balance sheet; and

»  emphasizing customer service, product quality and design, and premier locations.

However, we can provide no assurance that the positive trends reflected in our financial and operating metrics in 2014 and 2015
will continue in 2016.

Sales and Marketing

During 2015, we continued to focus our marketing efforts on first-time and move-up homebuyers, including home designs targeted
to empty-nester homebuyers. We market and sell our homes primarily under the M/I Homes and Showcase Collection (exclusively
by M/I Homes) brands and, following our acquisition of a privately-held homebuilder in the Minneapolis/St. Paul market in



December 2015, we also currently operate under the name Hans Hagen Homes in that market. Our marketing efforts are directed
at driving product preference for the M/l Homes brand over other homebuilders or the resale market.

We provide our homebuyers with the following products, programs and services which we believe differentiate our brand: (1)
homes with high quality construction located in attractive areas and desirable communities that are supported by our industry
leading15-year transferable structural warranty in the majority of our markets (or a 10-year transferable structural warranty in our
Texas markets); (2) fully furnished model homes and highly-trained sales consultants to build the buyer’s confidence and enhance
the quality of the homebuying experience; (3) our Whole Home Building Standards which are designed to deliver features and
benefits that validate the buyer’s expectation for a better-built home, including a more eco-friendly and energy efficient home that
we believe will generally save our customers up to 30% on their energy costs compared to a home that is built to minimum code
requirements; (4) our StyleSmart Design Centers and suite of home design products and StyleSmart Design Consultants that assist
our homebuyers in selecting product and design options; (5) our mortgage financing programs that we offer through M/I Financial,
including competitive fixed-rate and adjustable-rate loans; (6) our Ready Now Homes program which offers homebuyers the
opportunity to close on certain new homes in 60 days or less; and (7) our unwavering focus on customer care and customer
satisfaction.

We invest in designing and decorating fully-furnished and distinctive model homes intended to create an atmosphere reflecting
how people live today and help our customers imagine the possibilities for a “home of their own -- just the way they dreamed it.”
We also carefully select the interior decorating of our model homes to reflect the lifestyles of our prospective buyers. We believe
these models showcase our homes at their maximum livability and potential and provide ideas and inspiration for our customers
to incorporate valuable design options into their new home.

Our company-employed sales consultants are trained and prepared to meet the buyer’s expectations and build the buyer’s confidence
by fully explaining the features and benefits of our homes, helping each buyer determine which home best suits their needs,
explaining the construction process, and assisting the buyer in choosing the best financing option. Significant attention is given
to the ongoing training of all sales personnel to assure a high level of professionalism and product knowledge. As of December 31,
2015, we employed 169 new home sales consultants.

By offering whole home energy-efficient homes to our customers, we enable our homebuyers to save on their energy costs (the
second largest cost of homeownership) compared to a home that is built to minimum code requirements. We use independent
RESNET-Certified Raters and the HERS (Home Energy Rating System) Index, the national standard for energy efficiency, to
measure the performance of our homes, including insulation, ventilation, air tightness, and the heating and cooling system. Our
divisions’ average scores are generally better than the EPA’s Energy Star target standard of 72-75, 100 for a home built to the
original code standard, and 130 or higher for a resale home.

To further enhance the homebuying process, we operate StyleSmart Design Centers in a majority of our markets. Our design
centers allow our homebuyers to select from thousands of product and design options that are available for purchase as part of the
original construction of their homes. Our centers are staffed with StyleSmart Design Consultants who help our homebuyers select
the right combination of options to meet their budget, lifestyle and design sensibilities. In most of our markets, we offer our
homebuyers the option to consider and make design planning decisions using our Envision online design tool. We believe this
tool is helpful for prospective buyers to use during the planning phase and makes their actual visit to our design centers more
productive and efficient as our consultants are able to view the buyer’s preliminary design selections and pull samples in advance
of the buyer’s visit.

We also offer specialized mortgage financing programs through M/I Financial to assist our homebuyers. We offer conventional
financing options along with Federal Housing Authority (“FHA”), U.S. Veterans Administration (“VA”), the United States
Department of Agriculture (“USDA”) and state housing bond programs. M/I Financial often provides closing cost assistance and
below market interest rates.

M/I Financial offers our potential homebuyers “one-stop” shopping by providing financing and title services for the purchase of
their home, which we believe saves our customers both time and money. M/I Financial provides our homebuyers with access to
several of what we believe are the best mortgage programs available through its networks, which include many of the major
mortgage providers in the United States. We aim to offer our homebuyers unique programs with below-market financing options
that are more competitive than what homebuyers could obtain on their own. With respect to title services, M/I Financial works
closely with our homebuilding divisions so that we are able to provide an organized and efficient home delivery process.

We also build inventory homes in most of our communities to support our Ready Now Homes program, which offers homebuyers
the opportunity to close on certain new homes in 60 days or less. These homes enhance our marketing and sales efforts to prospective
homebuyers who require a home delivery within a short time frame. We determine our inventory homes strategy in each market
based on local market factors, such as job growth, the number of job relocations, housing demand and supply, seasonality and our
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past experience in the market. We maintain a level of inventory homes in each community based on our current and planned sales
pace, and we monitor and adjust inventory homes on an ongoing basis as conditions warrant.

We seek to keep our homebuyers actively involved in the construction of their new home, giving them increased engagement
throughout the design and construction process. Our goal is to put the buyer first and enhance the total homebuying experience.
We believe prompt and courteous responses to homebuyers’ needs throughout the homebuying process reduce post-delivery repair
costs, enhance our reputation for quality and service, and encourage repeat and referral business from homebuyers and the real
estate community.

Finally, we believe our ultimate differentiator comes from the principles our company was founded upon -- integrity and delivering
superior customer service and a quality product. Our customer satisfaction scores are measured by an independent third-party
company 30 days and 6 months after delivery to hold us accountable for building a home of the highest quality.

We market our homes using traditional media such as newspapers, magazines, direct mail, billboards, radio and television. The
particular media used differs from market to market based on area demographics and other competitive factors. In recent years,
we have also significantly increased the reach of our website through enhanced search engine optimization and search engine
marketing. We also have increased the number of referral sites, such as Zillow.com and Trulia.com, that we use to drive incremental
leads to our internet sales associates. We also use email and database marketing, which have become an increasingly important
part of our marketing. We use our social media presence to communicate to potential homebuyers the experiences of customers
who have bought our homes and to provide social content about our homes and design features. In the last five years, we have
experienced a significant increase in sales demand from buyers who initially identified us online.

Product Lines, Design and Construction

Our residential communities are generally located in suburban areas that are easily accessible through public and personal
transportation. Our communities are designed as neighborhoods that fit existing land characteristics. We strive to achieve diversity
among architectural styles within a community by offering a variety of house models and several exterior design options for each
model and preserve existing trees and foliage whenever practicable. Normally, homes of the same type or color may not be built
next to each other. We believe our communities have attractive entrances with distinctive signage and landscaping and our added
attention to community detail avoids a “development” appearance and gives each community a diversified neighborhood
appearance.

We offer homes ranging from a base sales price of approximately $140,000 to $1,200,000 and from approximately 1,400 to 5,500
square feet. In addition to single-family detached homes, we also offer attached townhomes in some of our markets. By offering
a wide range of homes, we are able to attract first-time, move-up, empty-nester and luxury homebuyers. It is our goal to sell more
than one home to our buyers, and we believe we have had success in this strategy.

We devote significant resources to the research, design and development of our homes to meet the demands of our buyers as well
as the changing market requirements. Across all of our divisions, we currently offer over 690 different floor plans designed to
reflect current lifestyles and design trends. Our Showcase Collection is designed for our move-up, empty-nester and luxury
homebuyers and offers more design options, larger floor plans, and a higher-end product line of homes in upscale communities.
In addition, we are developing new floor plans and communities specifically for the growing empty-nester market. These plans
(primarily ranch and main floor master bedroom type plans) focus on move-down buyers, are smaller in size, and feature outdoor
living potential, fewer bedrooms, and better community amenities. Our primary market remains move-up buyers and, as a result,
we focus significant attention on current trends, livability and offering design flexibility to our customers. We have value-engineered
all of our product lines to reduce production costs and construction cycle times while adhering to our quality standards and using
materials and construction techniques that reflect our commitment to more environmentally conscious homebuilding methods. It
is a core value of M/I Homes to offer homes that reflect current design and lifestyle trends. Our homebuilding divisions share
successful plans with other divisions, when appropriate.

All of our homes are constructed according to proprietary designs that meet the applicable FHA and VA requirements and all local
building codes. We attempt to maintain efficient operations by utilizing standardized materials. Our raw materials consist primarily
of lumber, concrete and similar construction materials, and while these materials are generally available from a variety of sources,
we have reduced construction and administrative costs by executing national purchasing contracts with select vendors. Our homes
are constructed according to standardized prototypes which are designed and engineered to provide innovative product design
while attempting to minimize costs of construction and control product consistency and availability. We generally employ
subcontractors for the installation of site improvements and the construction of homes. The construction of each home is supervised
by a Personal Construction Supervisor who reports to a Production Manager, both of whom are employees of the Company. Our
Personal Construction Supervisors manage the scheduling and construction process. Subcontractor work is performed pursuant
to written agreements that require our subcontractors to comply with all applicable laws and labor practices, follow local building
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codes and permits, and meet performance, warranty, and insurance requirements. The agreements are generally short-term, with
terms from six to twelve months, and specify a fixed price for labor and materials. The agreements are structured to provide price
protection for a majority of the higher-cost phases of construction for homes in our backlog. In 2015, we experienced modest
construction delays due to shortage of materials and/or labor; however, we cannot predict the extent to which shortages in necessary
materials or labor may occur in the future. The materials are substantially comprised of natural resource commodities; therefore,
their cost and availability is subject to national and global price fluctuations and inflation, each of which could be impacted by
legislation or regulation relating to energy and climate change. We generally begin construction on a majority of our homes after
we have obtained a sales contract and preliminary oral confirmation from the buyer’s lender that financing should be approved.
In certain markets, contracts may be accepted contingent upon the sale of an existing home, and construction may be authorized
through a certain phase prior to satisfaction of that contingency. The construction of our homes typically takes approximately four
to six months from the start of construction to completion of the home, depending on the size and complexity of the particular
home being built, weather conditions, and the availability of labor, materials, and supplies.

We also begin construction on inventory homes (i.e., homes started in the absence of an executed contract) to facilitate delivery
of homes on an immediate-need basis under our Ready Now Homes program and to provide presentation of new products. For
some prospective buyers, selling their existing home has become a less predictable process and, as a result, when they sell their
home, they often need to find, buy and move into a new home in 60 days or less. Other buyers simply prefer the certainty provided
by being able to fully visualize a home before purchasing it. Of the total number of homes closed in 2015 and 2014, 52% and
55%, respectively, were inventory homes which include both homes started as inventory homes and homes that started under a
contract that were later cancelled and became inventory homes as a result.

Backlog

We sell our homes under standard purchase contracts, which generally require a homebuyer deposit at the time of signing the
contract. The amount of the deposit varies among markets and communities. Homebuyers are also generally required to pay
additional deposits when they select options or upgrades for their homes. Most of our home purchase contracts stipulate that if a
homebuyer cancels a contract with us, we have the right to retain the homebuyer’s deposits. However, we generally permit our
homebuyers to cancel their obligations and obtain refunds of all or a portion of their deposits (unless home construction has started)
in the event mortgage financing cannot be obtained within the period specified in their contract as a means to maintain goodwill
with the potential buyer.

Backlog consists of homes that are under contract but have not yet been delivered. Ending backlog represents the number of homes
in backlog from the previous period plus the number of net new contracts (new contracts for homes less cancellations) generated
during the current period minus the number of homes delivered during the current period. The backlog at any given time will be
affected by cancellations. Due to the seasonality of the homebuilding industry, the number of homes delivered has historically
increased from the first to the fourth quarter in any year.

As of December 31, 2015, we had a total of 1,531 homes, with $569.4 million aggregate sales value, in backlog in various stages
of completion, including homes that are under contract but for which construction had not yet begun. As of December 31, 2014,
we had a total of 1,222 homes, with $425.2 million aggregate sales value, in backlog. Homes included in year-end backlog are
typically included in homes delivered in the subsequent year.

Warranty

We provide certain warranties in connection with our homes and also have a program to perform multiple inspections on each
home that we sell. Immediately prior to delivery and as needed after a home is delivered, we inspect each home with the buyer.
The Company offers a limited warranty program (“Home Builder’s Limited Warranty”). In addition, for homes sold after December
1, 2015, we offer a ten or fifteen-year transferable structural limited warranty, and for homes sold after April 25, 1998 and on or
before December 1, 2015, we offered a ten or thirty-year transferable structural limited warranty. The Home Builder’s Limited
Warranty covers construction defects for a statutory period based on geographic market and state law (currently ranging from five
to ten years for the states in which the Company operates) and includes a mandatory arbitration clause. We also pass along to our
homebuyers all warranties provided by the manufacturers or suppliers of components installed in each home. Although our
subcontractors are generally required to repair and replace any product or labor defects during their respective warranty periods,
we are ultimately responsible to the homeowner for making such repairs during our applicable warranty period. Accordingly, we
have estimated and established reserves for both our Home Builder’s Limited Warranty and potential future structural warranty
costs based on the number of home deliveries and historical data trends for our communities. In the case of the structural warranty,
we also employ an actuary to assist in the determination of our future costs on an annual basis. Our warranty expense was
approximately 1.0%, 1.1% and 0.9% of total housing revenue in 2015, 2014 and 2013, respectively.



Land Acquisition and Development

We continuously evaluate land acquisition opportunities in the normal course of our homebuilding business, and we focus on both
the replenishment of our lot positions and adding to our lot positions in key submarkets to expand our market share. Our goal is
to maintain an approximate three to five-year supply of lots, including lots controlled under option contracts and purchase
agreements, which we believe provides an appropriate horizon for addressing regulatory matters and land development and the
subsequent build-out of the homes in each community, and allows us to manage our business plan for future home deliveries.

We seek to meet our need for lots by obtaining advantageous land positions in desirable locations in a cost effective manner that
is responsive to market conditions and maintains our financial strength and liquidity. Before entering into a contract to acquire
land, we complete extensive comparative studies and analyses, which assist us in evaluating the economic feasibility of the land
acquisition. We consider a number of factors, including projected rates of return, estimated gross margins, and projected pace of
absorption and sales prices of the homes to be built, all of which are impacted by our evaluation of population and employment
growth patterns, demographic trends and competing new home subdivisions and resales in the relevant sub-market.

We attempt to acquire land with a minimum cash investment and negotiate takedown options when available from sellers. We
also restrict the use of guarantees or commitments in our land contracts to limit our financial exposure to the amounts invested in
the property and pre-development costs during the life of the community we are developing. We believe this approach significantly
reduces our risk. In addition, we generally obtain necessary development approvals before we acquire land. We acquire land
primarily through contingent purchase agreements, which typically condition our obligation to purchase land upon approval of
zoning, utilities, soil and subsurface conditions, environmental and wetland conditions, market analysis, development costs, title
matters and other property-related criteria. We only enter into a commitment to purchase land after we complete a thorough market
and financial evaluation. All land and lot purchase agreements and the funding of land purchases require the approval of our
corporate land acquisition committee, which is comprised of our senior management team and key operating and financial
executives. Purchase agreements to acquire developed lots and raw land to be developed are generally contingent upon satisfaction
of certain requirements by us and the sellers, such as zoning approval and availability of building permits. Further details relating
to our land option agreements are included in Note 1 to our Consolidated Financial Statements.

In 2015, we continued to increase our investments in land acquisition, land development and housing inventory to meet increasing
housing demand and expand our operations in certain markets. In both 2015 and 2014, we developed over 76% of our lots internally,
primarily due to a lack of availability of developed lots in desirable locations in the market. Raw land that requires development
generally remains more available. In order to minimize our investment and risk of large exposure in a single location, we have
periodically partnered with other land developers or homebuilders to share in the cost of land investment and development through
joint ownership and development agreements, joint ventures, and other similar arrangements. For joint venture arrangements
where a special purpose entity is established to own the property, we enter into limited liability company or similar arrangements
(“LLCs”) with the other partners. Further details relating to our unconsolidated joint ventures are included in Note 1 to our
Consolidated Financial Statements.

During the development of lots, we are required by some municipalities and other governmental authorities to provide completion
bonds or letters of credit for sewer, streets and other improvements. The development agreements under which we are required
to provide completion bonds or letters of credit are generally not subject to a required completion date and only require that the
improvements are in place in phases as homes are built and sold. In locations where development has progressed, the amount of
development work remaining to be completed is typically less than the remaining amount of bonds or letters of credit due to timing
delays in obtaining release of the bonds or letters of credit. Our ability to continue development activities over the long-term will
depend upon, among other things, a suitable economic environment and our continued ability to locate suitable parcels of land,
enter into options or agreements to purchase such land, obtain governmental approvals for such land, and consummate the acquisition
and development of such land.



In the normal course of our homebuilding business, we balance the economic risk of owning lots and land with the necessity of
having lots available for construction of our homes. The following table sets forth our land position in lots (including lots held
in unconsolidated joint ventures) at December 31, 2015:

Lots Owned
Total
Developed Lots Under UndeveloPed Lots Lots Under
Region Lots Development Lots © Owned Contract Total
Midwest 1,795 189 1,937 3,921 4,220 8,141
Southern 1,800 763 2,101 4,664 4,972 9,636
Mid-Atlantic 964 360 1,490 2,814 1,831 4,645
Total 4,559 1,312 5,528 11,399 11,023 22,422

(a) Includes our interest in raw land held by unconsolidated joint ventures expected to be developed into 1,029 lots.
Financial Services

We sell our homes to customers who generally finance their purchases through mortgages. M/I Financial provides our customers
with competitive financing and coordinates and expedites the loan origination transaction through the steps of loan application,
loan approval, and closing and title services. M/I Financial provides financing services in all of our housing markets. We believe
that our ability to offer financing to customers on competitive terms as a part of the sales process is an important factor in completing
sales.

M/I Financial has been approved by the U.S. Department of Housing and Urban Development, the VA and the USDA to originate
mortgages that are insured and/or guaranteed by these entities. In addition, M/I Financial has been approved by the Federal Home
Loan Mortgage Corporation (“Freddie Mac”) and the Federal National Mortgage Association (“Fannie Mae”) as a seller and
servicer of mortgages and as a Government National Mortgage Association (“Ginnie Mae”) issuer. Our agency approvals, along
with a sub-servicing relationship, allow us to sell loans on either a servicing released or servicing retained basis. This option
provides flexibility and additional financing options to our customers.

We also provide title and closing services to purchasers of our homes through our 100%-owned subsidiaries, TransOhio Residential
Title Agency Ltd., M/I Title Agency Ltd., and M/I Title LLC, and our majority-owned subsidiary, Washington/Metro Residential
Title Agency, LLC. Through these entities, we serve as a title insurance agent by providing title insurance policies and examination
and closing services to purchasers of our homes in Columbus, Tampa, Orlando, San Antonio, Houston and the Washington, D.C.
markets. In addition, TransOhio Residential Title Agency Ltd. provides examination and title insurance services to our housing
markets in Raleigh, Charlotte, Chicago, Indianapolis and Cincinnati. We assume no underwriting risk associated with the title
policies.

Corporate Operations

Our corporate operations and home office are located in Columbus, Ohio, where we perform the following functions at a centralized
level:

*  establish strategy, goals and operating policies;

»  ensure brand integrity and consistency across all local and regional communications;

*  monitor and manage the performance of our operations;

» allocate capital resources;

* provide financing and perform all cash management functions for the Company, and maintain our relationship with
lenders;

*  maintain centralized information and communication systems; and

*  maintain centralized financial reporting, internal audit functions, and risk management.

Competition

The homebuilding industry is fragmented and highly competitive. We operate as a top ten builder in the majority of our markets.
We compete with numerous national, regional, and local homebuilders in each of the geographic areas in which we operate. Our
competition ranges from small local builders to larger regional builders to publicly-owned builders and developers, some of which
have greater financial, marketing, land acquisition, and sales resources than us. Previously owned homes and the availability of
rental housing provide additional competition. We compete primarily on the basis of price, location, design, quality, service, and
reputation. Our financial services operations compete with other mortgage lenders to arrange financings for homebuyers. Principal
competitive factors include interest rates and other features of mortgage loan products available to the consumer.
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Government Regulation and Environmental Matters

Our homebuilding and financial services operations are subject to compliance with numerous laws and regulations. Our
homebuilding operations must comply with various federal, state and local statutes, ordinances, rules and regulations concerning
environmental, zoning, building, design, construction, sales, and similar matters. These regulations increase the cost to produce
and market our products, and in some instances, delay our developers’ ability to deliver finished lots to us. Counties and cities in
which we build homes have at times declared moratoriums on the issuance of building permits and imposed other restrictions in
the areas in which sewage treatment facilities and other public facilities do not reach minimum standards. In addition, our
homebuilding operations are regulated in certain areas by restrictive zoning and density requirements that limit the number of
homes that can be built within the boundaries of a particular area.

Our mortgage company and title insurance agencies must comply with various federal and state laws and regulations (including
requirements for participation in programs offered by FHA, VA, USDA, Ginnie Mae, Fannie Mae and Freddie Mac). These laws
and regulations restrict certain activities of our financial services operations as further described in our description of “Risk Factors”
below in Item 1A. In addition, our financial services operations are subject to regulation at the state and federal level, including
regulations issued by the Consumer Financial Protection Bureau (the “CFPB”) with respect to specific origination, selling and
servicing practices.

Seasonality

Our homebuilding operations experience significant seasonality and quarter-to-quarter variability in homebuilding activity levels.
In general, homes delivered increase substantially in the second half of the year. We believe that this seasonality reflects the
tendency of homebuyers to shop for a new home in the spring with the goal of closing in the fall or winter, as well as the scheduling
of construction to accommodate seasonal weather conditions. Our financial services operations also experience seasonality because
their loan originations correspond with the delivery of homes in our homebuilding operations.

Employees

AtDecember 31,2015, we employed 1,008 people (including part-time employees), of which 808 were employed in homebuilding
operations, 114 were employed in financial services and 86 were employed in management and administrative services. No
employees are represented by a collective bargaining agreement.

Available Information

We are subject to the reporting requirements of the Securities Exchange Act of 1934, as amended (“Exchange Act”), and file
annual, quarterly and current reports, proxy statements and other information with the Securities and Exchange Commission
(“SEC”). These filings are available to the public on the SEC’s website at www.sec.gov. Our periodic reports and any other
information we file with the SEC may be inspected without charge and copied at the SEC’s Public Reference Room at 100 F Street,
N.E., Washington, D.C. 20549. Please call the SEC at 1-800-SEC-0330 for further information on the operation of the Public
Reference Room.

Our website address is www.mihomes.com. We make available, free of charge, on or through our website, our annual reports on
Form 10-K, quarterly reports on Form 10-Q, current reports on Form 8-K, and amendments to those reports filed or furnished
pursuant to Section 13(a) of the Exchange Act as soon as reasonably practicable after we electronically file such material with, or
furnish it to, the SEC. Our website also includes printable versions of our Corporate Governance Guidelines, our Code of Business
Conduct and Ethics, and the charters for each of our Audit, Compensation, and Nominating and Corporate Governance Committees.
The contents of our website are not incorporated by reference in, or otherwise made a part of, this Annual Report on Form 10-K.

Item 1A. RISK FACTORS

Our future results of operations, financial condition and liquidity and the market price for our securities are subject to numerous
risks, many of which are driven by factors that cannot be controlled or predicted. The following cautionary discussion of risks,
uncertainties and assumptions relevant to our business includes factors we believe could cause our actual results to differ materially
from expected and historical results. Other factors beyond those listed below, including factors unknown to us and factors known
to us which we have not currently determined to be material, could also adversely affect our business, results of operations, financial
condition, prospects and cash flows. Also see “Forward-looking Statements” above.
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Homebuilding Market and Economic Risks

The homebuilding industry is cyclical and affected by changes in general economic, real estate and other business conditions
that could adversely affect our results of operations, financial condition and cash flows.

Certain economic, real estate and other business conditions that have significant effects on the homebuilding industry include:

» employment levels and job and personal income growth;

» availability and pricing of financing for homebuyers;

»  short and long-term interest rates;

» overall consumer confidence and the confidence of potential homebuyers in particular;

* demographic trends;

» changes in energy prices;

*  housing demand from population growth, household formation and other demographic changes, among other factors;

» U.S. and global financial system and credit market stability;

*  private party and governmental residential consumer mortgage loan programs, and federal and state regulation of lending
and appraisal practices;

» federal and state personal income tax rates and provisions, including provisions for the deduction of residential consumer
mortgage loan interest payments and other expenses;

» thesupply of and prices for available new or existing homes (including lender-owned homes acquired through foreclosures
and short sales) and other housing alternatives, such as apartments and other residential rental property;

*  homebuyer interest in our current or new product designs and community locations, and general consumer interest in
purchasing a home compared to choosing other housing alternatives; and

» real estate taxes.

These above conditions, among others, are complex and interrelated. Adverse changes in such business conditions may have a
significant negative impact on our business. The negative impact may be national in scope but may also negatively affect some
of the regions or markets in which we operate more than others. When such adverse conditions affect any of our larger markets,
those conditions could have a proportionately greater impact on us than on some other homebuilding companies. We cannot
predict their occurrence or severity, nor can we provide assurance that our strategic responses to their impacts would be successful.

Potential customers may be less willing or able to buy our homes if any of these conditions have a negative impact on the
homebuilding industry. In the future, our pricing strategies may be limited by market conditions. We may be unable to change
the mix of our home offerings, reduce the costs of the homes we build or offer more affordable homes to maintain our gross margins
or satisfactorily address changing market conditions in other ways. In addition, cancellations of home sales contracts in backlog
may increase as homebuyers choose to not honor their contracts.

Our financial services business is closely related to our homebuilding business, as it originates mortgage loans principally on
behalf of purchasers of the homes we build. A decrease in the demand for our homes because of the existence of any of the
foregoing conditions could also adversely affect the financial results of this segment of our business.

Increased competition levels in the homebuilding and mortgage lending industries could result in a reduction in our new
contracts and homes delivered, along with decreases in the average sales prices of sold and delivered homes and/or decreased
mortgage originations, which would have a negative impact on our results of operations.

The homebuilding industry is fragmented and highly competitive. We compete with numerous public and private homebuilders,
including some that are substantially larger than us and may have greater financial resources than we do. We also compete with
community developers and land development companies, some of which are also homebuilders or affiliates of homebuilders.
Homebuilders compete for customers, land, building materials, subcontractor labor and financing. Competition for home orders
primarily is based upon home sales price, location of property, home style, financing available to prospective homebuyers, quality
of homes built, customer service and general reputation in the community, and may vary by market, submarket and even by
community. Additionally, competition within the homebuilding industry can be impacted through an excess supply of new and
existing homes available for sale resulting from a number of factors including, among other things, increases in unsold started
homes available for sale and increases in home foreclosures. Increased competition may cause us to decrease our home sales
prices and/or increase home sales incentives in an effort to generate new home sales and maintain homes in backlog until they
close. Increased competition can also result in us selling fewer homes or experiencing a higher number of cancellations by
homebuyers. These competitive pressures may negatively impact our future financial and operating results.

Through our financial services operations, we also compete with numerous banks and other mortgage bankers and brokers, some
of which are larger than us and may have greater financial resources than we do. Competitive factors that affect our consumer
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services operations include pricing, mortgage loan terms, underwriting criteria and customer service. To the extent that we are
unable to adequately compete with other companies that originate mortgage loans, the results of operations from our mortgage
operations may be negatively impacted.

New government regulations may make it more difficult for potential purchasers to finance home purchases and may reduce
the number of mortgage loans our financial services segment makes.

Tightening of mortgage lending standards and practices and/or reduced credit availability for mortgages may result from the
implementation or enforcement of regulations under the Dodd-Frank Wall Street Reform and Consumer Protection Act (the “Dodd-
Frank Act”). Among other things, the Dodd-Frank Act established several requirements relating to the origination, securitizing
and servicing of, and consumer disclosures for, mortgage loans. Other requirements provided for by the Dodd-Frank Act have
not yet been finalized or implemented. The effect of such provisions on our financial services business, both mortgage and title
operations, will depend on the rules that are ultimately enacted which could have an adverse effect on our business if certain buyers
are unable to obtain mortgage financing. A prolonged tightening of the financial markets could also negatively impact our business.

In addition, the CFPB enacted the new Truth in Lending - Real Estate Settlement Procedures Act (TILA-RESPA) Integrated
Disclosure Rule (“TRID”) in October 2015. This rule imposes additional disclosure timeline requirements and fee tolerances.
Complying with TRID could result in delays in loan closings and the delivery of homes.

Standards or requirements provided for by the Dodd-Frank Act, TRID or other laws or regulations could make it more difficult
for some potential buyers to finance home purchases and could result in our financial services segment originating fewer mortgages,
which, in turn, could have an adverse effect on our future revenues and earnings.

A reduction in the availability of mortgage financing or a significant increase in mortgage interest rates or down payment
requirements could adversely affect our business.

Any reduction in the availability of the financing provided by Fannie Mae and Freddie Mac could adversely affect interest rates,
mortgage availability and our sales of new homes and origination of mortgage loans.

FHA and VA mortgage financing support continues to be an important factor in marketing our homes. The increased demands on
the FHA, which have resulted in a reduction of its cash reserves, has led to additional regulations and requirements. Any increases
in down payment requirements, lower maximum loan amounts, or limitations or restrictions on the availability of FHA and VA
financing support could adversely affect interest rates, mortgage availability and our sales of new homes and origination of mortgage
loans.

Even if potential customers do not need financing, changes in the availability of mortgage products may make it harder for them
to sell their current homes to potential buyers who need financing, which may lead to lower demand for new homes.

If interest rates increase, the costs of owning a home will be affected and could reduce the demand for our homes. Similarly,
potential changes to the tax code with respect to deduction of home mortgage interest payments or other changes may decrease
affordability of and demand for homeownership.

Many of our homebuyers obtain financing for their home purchases from M/I Financial. If, due to the factors discussed above,
M/I Financial is limited from making or unable to make loan products available to our homebuyers, our home sales and our
homebuilding and financial services results of operations may be adversely affected.

If land is not available at reasonable prices or terms, our homes sales revenue and results of operations could be negatively
impacted and/or we could be required to scale back our operations in a given market.

Our operations depend on our ability to obtain land for the development of our communities at reasonable prices and with terms
that meet our underwriting criteria. Our ability to obtain land for new communities may be adversely affected by changes in the
general availability of land, the willingness of land sellers to sell land at reasonable prices, competition for available land, availability
of financing to acquire land, zoning, regulations that limit housing density and other market conditions. If the supply of land, and
especially developed lots, appropriate for development of communities is limited because of these factors, or for any other reason,
the number of homes that we build and sell may decline. To the extent that we are unable to timely purchase land or enter into
new contracts for the purchase of land at reasonable prices, due to the lag between the time we acquire land and the time we begin
selling homes, our revenue and results of operations could be negatively impacted and/or we could be required to scale back our
operations in a given market.
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Our land investment exposes us to significant risks, including potential impairment charges, that could negatively impact our
profits if the market value of our inventory declines.

We must anticipate demand for new homes several years prior to homes being sold to homeowners. There are significant risks
inherent in controlling or purchasing land, especially as the demand for new homes fluctuates and land becomes more scarce, as
has recently been the case, which can increase the costs of land. There is often a significant lag time between when we acquire
land for development and when we sell homes in neighborhoods we have planned, developed and constructed. The value of
undeveloped land, building lots and housing inventories can fluctuate significantly as a result of changing market conditions. In
addition, inventory carrying costs can be significant, and fluctuations in value can reduce profits. Economic conditions could
require that we sell homes or land at a loss, or hold land in inventory longer than planned, which could significantly impact our
financial condition, results of operations, cash flows and stock performance. Additionally, if conditions in the homebuilding
industry decline in the future, we may be required to evaluate our inventory for potential impairment, which may result in additional
valuation adjustments, which could be significant and could negatively impact our financial results and condition. We cannot
make any assurances that the measures we employ to manage inventory risks and costs will be successful.

Supply shortages and risks related to the demand for skilled labor and building materials could increase costs and delay
deliveries.

The residential construction industry experiences labor and material shortages and risks from time to time, including: work
stoppages; labor disputes; shortages in qualified subcontractors and construction personnel; lack of availability of adequate utility
infrastructure and services; our need to rely on local subcontractors who may not be adequately capitalized or insured; and delays
in availability, or fluctuations in prices, of building materials. These labor and material shortages and risks can be more severe
during periods of strong demand for housing or during periods in which the markets where we operate experience natural disasters
that have a significant impact on existing residential and commercial structures. Any of these circumstances could delay the start
or completion of our communities, increase the cost of developing one or more of our communities and increase the construction
cost of our homes. To the extent that market conditions prevent the recovery of increased costs, including, among other things,
subcontracted labor, developed lots, building materials, and other resources, through higher sales prices, our gross margins from
home sales and results of operations could be adversely affected.

Increased costs of lumber, framing, concrete, steel and other building materials could increase our construction costs. We generally
are unable to pass on increases in construction costs to customers who have already entered into sales contracts, as those sales
contracts generally fix the price of the homes at the time the contracts are signed, which may occur before construction begins.
Sustained increases in construction costs may, over time, erode our gross margins from home sales, particularly if pricing
competition restricts our ability to pass on any additional costs of materials or labor, thereby decreasing our gross margins from
home sales.

We depend on the continued availability of and satisfactory performance of subcontracted labor for the construction of our homes
and to provide related materials. As the demand for housing has increased, we experienced in 2014 and 2015, and may continue
to experience, modest skilled labor shortages in certain of our markets as the supply chain adjusts to uneven industry growth. The
cost of labor may also be adversely affected by shortages of qualified subcontractors and construction personnel, changes in laws
and regulations relating to union activity and changes in immigration laws and trends in labor migration. We cannot provide any
assurance that there will be a sufficient supply or satisfactory performance by these unaffiliated third-party subcontractors, which
could have a material adverse effect on our business.

Tax law changes could make home ownership more expensive or less attractive.

Under current U.S. tax law and policy, significant expenses of owning a home, including residential consumer mortgage loan
interest costs and real estate taxes, generally are deductible expenses for the purpose of calculating an individual’s federal, and in
some cases state, taxable income, subject to various limitations. If the federal government or a state government changes income
tax laws, as some policy makers and a presidential commission have proposed, by eliminating or substantially reducing these
income tax benefits, the after-tax cost of owning a home could increase substantially. This could adversely impact demand for
and/or sales prices of new homes.

We may not be able to offset the impact of inflation through price increases.

Inflation can have a long-term impact on us because if the costs of land, materials and labor increase, we would need to attempt
to increase the sale prices of homes to maintain satisfactory margins. In a highly inflationary environment, we may be precluded
from raising home prices enough to keep up with the rate of inflation, which could reduce our profit margins. In addition, significant
inflation is often accompanied by higher interest rates, which have a negative impact on demand for our homes. Moreover, with
inflation, the costs of capital will likely increase and the purchasing power of our cash resources can decline. Although the rate
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of inflation has been low for the last several years, we have recently been experiencing modest increases in the prices of labor and
materials that exceed the rate of inflation, and some economists predict that government spending programs and other factors
could lead to significant inflation in the future.

Our limited geographic diversification could adversely affect us if the demand for new homes in our markets declines.

We have operations in Ohio, Indiana, Illinois, Minnesota, Maryland, Virginia, North Carolina, Florida and Texas. Our limited
geographic diversification could adversely impact us if the demand for new homes or the level of homebuilding activity in our
current markets declines, since there may not be a balancing opportunity in a stronger market in other geographic regions.

Changes in energy prices may have an adverse effect on the economies in certain markets we operate in and our cost of building
homes.

The economies of some of the markets in which we operate are impacted by the health of the energy industry. To the extent that
energy prices decline further, the economies of certain of our markets may be negatively impacted which could have a material
adverse effect on our business. Furthermore, the pricing offered by our suppliers and subcontractors can be adversely affected by
increases in various energy costs resulting in a negative impact on our financial condition, results of operations and cash flows.

Operational Risks

We may not be successful in integrating acquisitions or implementing our growth strategies or in achieving the benefits we
expect from such acquisitions and strategies.

We may in the future consider growth or expansion of our operations in our current markets or in other areas of the country, whether
through strategic acquisitions of homebuilding companies or otherwise. The magnitude, timing and nature of any future expansion
will depend on a number of factors, including our ability to identify suitable additional markets and/or acquisition candidates, the
negotiation of acceptable terms, our financial capabilities and general economic and business conditions. Our expansion into new
or existing markets, whether through acquisition or otherwise, could have a material adverse effect on our liquidity and/or
profitability, and any future acquisitions could result in the dilution of existing shareholders if we issue our common shares as
consideration. Acquisitions also involve numerous risks, including difficulties in the assimilation of the acquired company’s
operations, the incurrence of unanticipated liabilities or expenses, the risk of impairing inventory and other assets related to the
acquisition, the diversion of management’s attention and resources from other business concerns, risks associated with entering
markets in which we have limited or no direct experience and the potential loss of key employees of the acquired company. In
addition, we may not be able to improve our earnings as a result of acquisitions, and our failure to successfully identify and manage
future acquisitions could have an adverse impact on our operating results.

We have financial needs that we meet through the capital markets, including the debt and secondary mortgage markets, and
disruptions in these markets could have an adverse impact on our results of operations, financial position and/or cash flows.

We have financial needs that we meet through the capital markets, including the debt and secondary mortgage markets. Our
requirements for additional capital, whether to finance operations or to service or refinance our existing indebtedness, fluctuate
as market conditions and our financial performance and operations change. We cannot provide assurances that we will maintain
cash reserves and generate sufficient cash flow from operations in an amount to enable us to service our debt or to fund other
liquidity needs.

The availability of additional capital, whether from private capital sources or the public capital markets, fluctuates as our financial
condition and general market conditions change. There may be times when the private capital markets and the public debt or
equity markets lack sufficient liquidity or when our securities cannot be sold at attractive prices, in which case we would not be
able to access capital from these sources. In addition, a weakening of our financial condition or deterioration in our credit ratings
could adversely affect our ability to obtain necessary funds. Even if financing is available, it could be costly or have other adverse
consequences.

There are a limited number of third-party purchasers of mortgage loans originated by our financial services operations. The exit
of third-party purchasers of mortgage loans from the business, reduced investor demand for mortgage loans and mortgage-backed
securities in the secondary mortgage markets and increased investor yield requirements for those loans and securities may have
an adverse impact on our results of operations, financial position and/or cash flows.

The mortgage warehousing agreement of our financial services segment will expire in June 2016.

M/I Financial is party to a $110 million secured mortgage warehousing agreement, as amended, among M/I Financial, the lenders
party thereto and the administrative agent (the “MIF Mortgage Warehousing Agreement”). M/I Financial uses the MIF Mortgage
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Warehousing Agreement to finance eligible residential mortgage loans originated by M/I Financial. The MIF Mortgage
Warehousing Agreement will expire on June 24, 2016. If we are unable to renew or replace the MIF Mortgage Warehousing
Agreement when it matures, the activities of our financial services segment could be seriously impeded and our home sales and
our homebuilding and financial services results of operations may be adversely affected.

Reduced numbers of home sales may force us to absorb additional carrying costs.

We incur many costs even before we begin to build homes in a community. These include costs of preparing land and installing
roads, sewage and other utilities, as well as taxes and other costs related to ownership of the land on which we plan to build homes.
Reducing the rate at which we build homes extends the length of time it takes us to recover these additional costs. Also, we
frequently enter into contracts to purchase land and make deposits that may be forfeited if we do not fulfill our purchase obligation
within specified periods.

If our ability to resell mortgages to investors is impaired, we may be required to broker loans.

M/I Financial sells a portion of the loans originated on a servicing released, non-recourse basis, although M/I Financial remains
liable for certain limited representations and warranties related to loan sales and for repurchase obligations in certain limited
circumstances. If M/I Financial is unable to sell to viable purchasers in the marketplace, our ability to originate and sell mortgage
loans at competitive prices could be limited which would negatively affect our operations and our profitability. Additionally, if
there is a significant decline in the secondary mortgage market, our ability to sell mortgages could be adversely impacted and we
would be required to make arrangements with banks or other financial institutions to fund our buyers’ closings. If we became
unable to sell loans into the secondary mortgage market or directly to Fannie Mae and Freddie Mac, we would have to modify
our origination model, which, among other things, could significantly reduce our ability to sell homes.

Mortgage investors could seek to have us buy back loans or compensate them for losses incurred on mortgages we have sold
based on claims that we breached our limited representations or warranties.

M/I Financial originates mortgages, primarily for our homebuilding customers. A portion of the mortgage loans originated are
sold on a servicing released, non-recourse basis, although we remain liable for certain limited representations, such as fraud, and
warranties related to loan sales. Accordingly, mortgage investors have in the past and could in the future seek to have us buy back
loans or compensate them for losses incurred on mortgages we have sold based on claims that we breached our limited
representations or warranties. However, there can be no assurance that we will not have significant liabilities in respect of such
claims in the future, which could exceed our reserves, or that the impact of such claims on our results of operations will not be
material.

Our net operating loss (“NOL”) carryforwards could be substantially limited if we do not generate enough taxable income in
the future or if we experience an “ownership change,” as defined in Section 382 of the Internal Revenue Code.

At December 31, 2015, we had federal NOL carryforwards and credits totaling $30.1 million that may be carried forward up to
17 years to offset future taxable income, with losses beginning to expire in 2028, and state tax effected NOL carryforwards totaling
$8.1 million that may be carried forward from one to 17 years, depending on the tax jurisdiction, with losses expiring between
2022 and 2032. If we are unable to use our NOLSs, or use of our NOLs is limited, we may have to record charges or reduce our
deferred tax assets, which could have a material adverse effect on our results of operations and financial condition.

Moreover, the rate at which we can utilize our federal NOL carryforwards will be limited (which could result in NOL carryforwards
expiring prior to their use) if we experience an “ownership change,” as determined under Section 382 of the Internal Revenue
Code of 1986, as amended (“Section 382”). A Section 382 ownership change, generally defined as any change in ownership of
more than 50% of a company’s common stock over a three-year period, limits a company’s ability to utilize its NOL carryforwards
and certain built-in losses recognized in years after the ownership change. These rules generally operate by focusing on ownership
changes among shareholders owning, directly or indirectly, 5% or more of the company’s common stock (including changes
involving a shareholder becoming a 5% shareholder) or any change in ownership arising from a new issuance of stock by the
company.

If we undergo an “ownership change” for purposes of Section 382 as aresult of future transactions involving our 3.25% Convertible
Senior Subordinated Notes due 2017 (the “2017 Convertible Senior Subordinated Notes™), our 3.0% Convertible Senior
Subordinated Notes due 2018 (the “2018 Convertible Senior Subordinated Notes”) or our common shares, including transactions
initiated by the Company, transactions involving a shareholder becoming an owner of 5% or more of our common shares and
purchases and sales of our common shares by existing 5% shareholders, our ability to use our NOL carryforwards and recognize
certain built-in losses could be limited by Section 382. Depending on the resulting limitation, a significant portion of our NOL
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carryforwards could expire before we would be able to use them, which could have a material adverse effect on our financial
condition and results of operations.

To preserve the tax treatment of our NOLs and built-in losses in the future without a Section 382 limitation, we amended our code
ofregulations in March 2009 to impose certain restrictions on the transfer of our common shares. The transfer restrictions generally
restrict (unless otherwise approved by our board of directors) any direct or indirect transfer if the effect would be to: (1) increase
the direct or indirect ownership of our shares by any person or group of persons from less than 5% to 5% or more of our common
shares; or (2) increase the percentage of our common shares owned directly or indirectly by a person or group of persons owning
or deemed to own 5% or more of our common shares. However, we can provide no assurance that the restrictions on transferability
will prevent all transfers that could result in such an “ownership change”or will be enforceable against all of our shareholders
absent a court determination confirming such enforceability. The transfer restrictions may be subject to challenge on legal or
equitable grounds.

Our results of operations, financial condition and cash flows could be adversely affected if pending or future legal claims
against us are not resolved in our favor.

The Company and certain of its subsidiaries have been named as defendants in claims, complaints and legal actions which are
routine and incidental to our business. While management currently believes that the ultimate resolution of these matters,
individually and in the aggregate, will not have a material adverse effect on our results of operations, financial condition or cash
flows, such matters are subject to inherent uncertainties. We have recorded a liability to provide for the anticipated costs, including
legal defense costs, associated with the resolution of these matters. However, it is possible that the costs to resolve these matters
could differ from the recorded estimates and, therefore, have a material adverse effect on our results of operations, financial
condition and cash flows for the periods in which the matters are resolved. Similarly, if additional claims are filed against us in
the future, the negative outcome of one or more of such matters could have a material adverse effect on our results of operations,
financial condition and cash flows.

The terms of our indebtedness may restrict our ability to operate and, if our financial performance declines, we may be unable
to maintain compliance with the covenants in the documents governing our indebtedness.

The Credit Facility and the indenture governing our 6.75% Senior Notes due 2021 (the “2021 Senior Notes”) impose restrictions
on our operations and activities. These restrictions, and/or our failure to comply with the terms of our indebtedness, could have
a material adverse effect on our results of operations, financial condition and ability to operate our business.

Under the terms of the Credit Facility, we are required, among other things, to maintain compliance with various covenants,
including financial covenants relating to a minimum consolidated tangible net worth requirement, a minimum interest coverage
ratio or liquidity requirement, and a maximum leverage ratio. Failure to comply with these covenants or any of the other restrictions
of the Credit Facility, whether because of a decline in our operating performance or otherwise, could result in a default under the
Credit Facility. If a default occurs, the affected lenders could elect to declare the indebtedness, together with accrued interest and
other fees, to be immediately due and payable, which in turn could cause a default under the documents governing any of our other
indebtedness that is then outstanding if we are not able to repay such indebtedness from other sources. If this happens and we are
unable to obtain waivers from the required lenders, the lenders could exercise their rights under such documents, including forcing
us into bankruptcy or liquidation.

The indenture governing the 2021 Senior Notes also contains covenants that may restrict our ability to operate our business and
may prohibit or limit our ability to enhance our operations or take advantage of potential business opportunities as they arise.
Failure to comply with these covenants or any of the other restrictions or covenants contained in the indenture governing the 2021
Senior Notes could result in a default under such document, in which case holders of the 2021 Senior Notes may be entitled to
cause the sums evidenced by such notes to become due immediately. This acceleration of our obligations under the 2021 Senior
Notes could force us into bankruptcy or liquidation and we may be unable to repay those amounts without selling substantial
assets, which might be at prices well below the long-term fair values and carrying values of the assets. Our ability to comply with
the foregoing restrictions and covenants may be affected by events beyond our control, including prevailing economic, financial
and industry conditions.

In addition, while the indentures governing the 2017 Convertible Senior Subordinated Notes and the 2018 Convertible Senior
Subordinated Notes do not contain any financial or operating covenants relating to or restrictions on the payment of dividends,
the incurrence of indebtedness or the repurchase or issuance of securities by us or any of our subsidiaries, such indentures do
impose certain other requirements on us, such as the requirement to offer to repurchase the 2017 Convertible Senior Subordinated
Notes and the 2018 Convertible Senior Subordinated Notes upon a fundamental change, as defined in the indentures. Our failure
to comply with the requirements contained in the indentures governing the 2017 Convertible Senior Subordinated Notes and/or
the 2018 Convertible Senior Subordinated Notes could result in a default under such indentures, in which case holders of the 2017
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Convertible Senior Subordinated Notes or the 2018 Convertible Senior Subordinated Notes, as applicable, may be entitled to cause
the sums evidenced by such notes to become due immediately. The acceleration of our obligations under the 2017 Convertible
Senior Subordinated Notes or the 2018 Convertible Senior Subordinated Notes could have the same effect as an acceleration of
the 2021 Senior Notes described above.

Our indebtedness could adversely affect our financial condition, and we and our subsidiaries may incur additional indebtedness,
which could increase the risks created by our indebtedness.

AsofDecember 31,2015, we had approximately $488.2 million of indebtedness (net of debt issuance costs and excluding issuances
of letters of credit, the MIF Mortgage Warehousing Agreement and the MIF Mortgage Repurchase Facility), and we had
$316.4 million of available borrowings under the Credit Facility. In addition, under the terms of the Credit Facility, the indentures
governing the 2021 Senior Notes, the 2017 Convertible Senior Subordinated Notes and the 2018 Convertible Senior Subordinated
Notes and the documents governing our other indebtedness, we have the ability, subject to applicable debt covenants, to incur
additional indebtedness. The incurrence of additional indebtedness could magnify other risks related to us and our business. Our
indebtedness and any future indebtedness we may incur could have a significant adverse effect on our future financial condition.

For example:

» asignificant portion of our cash flow may be required to pay principal and interest on our indebtedness, which could
reduce the funds available for working capital, capital expenditures, acquisitions or other purposes;

*  borrowings under the Credit Facility bear, and borrowings under any new facility could bear, interest at floating rates,
which could result in higher interest expense in the event of an increase in interest rates;

» the terms of our indebtedness could limit our ability to borrow additional funds or sell assets to raise funds, if needed,
for working capital, capital expenditures, acquisitions or other purposes;

*  ourdebt level and the various covenants contained in the Credit Facility, the indentures governing our 2021 Senior Notes,
the 2017 Convertible Senior Subordinated Notes and the 2018 Convertible Senior Subordinated Notes and the documents
governing our other indebtedness could place us at a relative competitive disadvantage as compared to some of our
competitors; and

» the terms of our indebtedness could prevent us from raising the funds necessary to repurchase all of the 2021 Senior
Notes tendered to us upon the occurrence of a change of control or all of the 2017 Convertible Senior Subordinated Notes
or the 2018 Convertible Senior Subordinated Notes tendered to us upon the occurrence of a fundamental change, which,
in each case, would constitute a default under the applicable indenture, which in turn could trigger a default under the
Credit Facility and the documents governing our other indebtedness.

In the ordinary course of business, we are required to obtain performance bonds, the unavailability of which could adversely
affect our results of operations and/or cash flows.

As is customary in the homebuilding industry, we are often required to provide surety bonds to secure our performance under
construction contracts, development agreements and other arrangements. Our ability to obtain surety bonds primarily depends
upon our credit rating, capitalization, working capital, past performance, management expertise and certain external factors,
including the overall capacity of the surety market and the underwriting practices of surety bond issuers. The ability to obtain
surety bonds also can be impacted by the willingness of insurance companies to issue performance bonds. If we were unable to
obtain surety bonds when required, our results of operations and/or cash flows could be adversely impacted.

We can be injured by failures of persons who act on our behalf to comply with applicable regulations and guidelines.

There are instances in which subcontractors or others through whom we do business engage in practices that do not comply with
applicable regulations or guidelines. When we learn of practices relating to homes we build or financing we provide that do not
comply with applicable laws, rules or regulations, we actively move to stop the non-complying practices as soon as possible.
However, regardless of the steps we take after we learn of practices that do not comply with applicable laws, rules or regulations,
we can in some instances be subject to fines or other governmental penalties, and our reputation can be injured, due to the practices
having taken place.

We could be adversely affected by efforts to impose joint employer liability on us for labor law violations committed by our
subcontractors.

Our homes are constructed by employees of subcontractors and other parties. We do not have the ability to control what these
parties pay their employees or the rules they impose on their employees. However, various governmental agencies are seeking to
hold parties like us responsible for violations of wage and hour laws and other labor laws by subcontractors. The National Labor
Relations Board recently ruled that a company could be held responsible for labor violations by its contractors. If that ruling is
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upheld on appeal, we could be held responsible for labor violations committed by our subcontractors. Governmental rulings that
hold us responsible for labor practices by our subcontractors could create substantial exposures for us under our subcontractor
relationships.

Because of the seasonal nature of our business, our quarterly operating results can fluctuate.

We experience noticeable seasonality and quarter-to-quarter variability in homebuilding activity levels. In general, the number
of homes delivered and associated home sales revenue have increased during the third and fourth quarters, compared with the first
and second quarters. We believe that this type of seasonality reflects the historical tendency of homebuyers to purchase new homes
in the spring and summer with deliveries scheduled in the fall or winter, as well as the scheduling of construction to accommodate
seasonal weather conditions in certain markets. There can be no assurance that this seasonality pattern will continue to exist in
future reporting periods. In addition, as a result of such variability, our historical performance may not be a meaningful indicator
of future results.

Homebuilding is subject to construction defect, product liability and warranty claims that can be significant and costly.

As a homebuilder, we are subject to construction defect, product liability and warranty claims in the ordinary course of business.
These claims are common in the homebuilding industry and can be significant and costly.

We and many of our subcontractors have general liability, property, workers compensation and other business insurance. This
insurance is intended to protect us against a portion of our risk of loss from claims, subject to certain self-insured retentions,
deductibles and other coverage limits. The availability of insurance for construction defects, and the scope of the coverage, are
currently limited and the policies that can be obtained are costly and often include exclusions. We have responded to increases in
insurance costs and coverage limitations by increasing our self-insured retentions and claim reserves. There can be no assurance
that coverage will not be further restricted or become more costly. Also, at times we have waived certain provisions of our customary
subcontractor insurance requirements, which increases our and our insurers’ exposure to claims and increases the possibility that
our insurance will not be adequate to protect us for all the costs we incur.

We record warranty and other reserves for the homes we sell based on a number of factors, including historical experience in our
markets, insurance and actuarial assumptions and our judgment with respect to the qualitative risks associated with the types of
homes we build. Because of the high degree of judgment required in determining these liability reserves, our actual future liability
could differ significantly from our reserves.

Given the inherent uncertainties, we cannot provide assurance that our insurance coverage, our subcontractor arrangements and
our reserves will be adequate to address all of our construction defect, product liability and warranty claims. If the costs to resolve
these claims exceed our estimates, our financial results and liquidity could be adversely affected.

Our subcontractors can expose us to warranty and other risks.

We rely on subcontractors to construct our homes, and in many cases, to select and obtain building materials. Despite our detailed
specifications and quality control procedures, in some cases, it may be determined that subcontractors used improper construction
processes or defective materials in the construction of our homes. Although our subcontractors have principal responsibility for
defects in the work they do, we have ultimate responsibility to the homebuyers. When we find these issues, we repair them in
accordance with our warranty obligations. Improper construction processes and defective products widely used in the homebuilding
industry can result in the need to perform extensive repairs to large numbers of homes. The cost of complying with our warranty
obligations may be significant if we are unable to recover the cost of repairs from subcontractors, materials suppliers and insurers.

We also can suffer damage to our reputation, and may be exposed to possible liability, if subcontractors fail to comply with
applicable laws, including laws involving things that are not within our control. When we learn about possibly improper practices
by subcontractors, we try to cause the subcontractors to discontinue them. However, we are not always able to do that, and even
when we can, it may not avoid claims against us relating to what the subcontractors already did.

Natural disasters and severe weather conditions could delay deliveries, increase costs and decrease demand for homes in
affected areas.

Several of our markets, specifically our operations in Florida, North Carolina, Washington, D.C. and Texas, are situated in
geographical areas that are regularly impacted by severe storms, including hurricanes, flooding and tornadoes. In addition, our
operations in the Midwest can be impacted by severe storms, including tornadoes. The occurrence of these or other natural disasters
can cause delays in the completion of, or increase the cost of, developing one or more of our communities, and as a result could
materially and adversely impact our results of operations.
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We are subject to extensive government regulations, which could restrict our business and cause us to incur significant expense.

The homebuilding industry is subject to numerous local, state, and federal statutes, ordinances, rules, and regulations concerning
building, zoning, sales, consumer protection, the environment, and similar matters. This regulation affects construction activities
as well as sales activities, mortgage lending activities, land availability and other dealings with home buyers. These statutes,
ordinances, rules, and regulations, and any failure to comply therewith, could give rise to additional liabilities or expenditures and
have an adverse effect on our results of operations, financial condition or business.

We must also obtain licenses, permits and approvals from various governmental authorities in connection with our development
activities, and these governmental authorities often have broad discretion in exercising their approval authority. Municipalities
may also restrict or place moratoriums on the availability of utilities, such as water and sewer taps. In some areas, municipalities
may enact growth control initiatives, which will restrict the number of building permits available in a given year. In addition, we
may be required to apply for additional approvals or modify our existing approvals because of changes in local circumstances or
applicable law. If municipalities in which we operate take actions like these, it could have an adverse effect on our business by
causing delays, increasing our costs, or limiting our ability to operate in those municipalities.

We incur substantial costs related to compliance with legal and regulatory requirements. Any increase in legal and regulatory
requirements may cause us to incur substantial additional costs or, in some cases, cause us to determine that certain property is
not feasible for development.

Information technology failures and data security breaches could harm our business.

We use information technology, digital communications and other computer resources to carry out important operational and
marketing activities and to maintain our business records. Many of these resources are provided to us and/or maintained on our
behalf by third-party service providers pursuant to agreements that specify to varying degrees certain security and service level
standards. Our ability to conduct our business may be impaired if these resources, including our website, are compromised,
degraded, damaged or fail, whether due to a virus or other harmful circumstance, intentional penetration or disruption of our
information technology resources by a third party, natural disaster, hardware or software corruption or failure or error (including
a failure of security controls incorporated into or applied to such hardware or software), telecommunications system failure, service
provider error or failure or intentional or unintentional personnel actions (including the failure to follow our security protocols),
or lost connectivity to our networked resources. A material breach in the security of our information technology systems or other
data security controls could result in third parties obtaining customer, employee or company data. A significant and extended
disruption in the functioning of these resources, including our website, could damage our reputation and cause us to lose customers,
sales and revenue, result in the unintended and/or unauthorized public disclosure or the misappropriation of proprietary, personal
identifying and confidential information (including information about our homebuyers, business partners and employees), and
require us to incur significant expense (that we may not be able to recover in whole or in part from our service providers or
responsible parties, or their or our insurers) to address and remediate or otherwise resolve these kinds of issues. The release of
confidential information may also lead to litigation or other proceedings against us by affected individuals and/or business partners
and/or by regulators, and the outcome of such proceedings could have a material and adverse effect on our financial position,
results of operations and cash flows. In addition, the costs of maintaining adequate protection against such threats, based on
considerations of their evolution, pervasiveness and frequency and/or government-mandated standards or obligations regarding
protective efforts, could be material to our consolidated financial statements in a particular period or over various periods.

We are dependent on the services of certain key employees, and the loss of their services could hurt our business.

Our future success depends, in part, on our ability to attract, train and retain skilled personnel. If we are unable to retain our key
employees or attract, train and retain other skilled personnel in the future, this could materially and adversely impact our operations
and result in additional expenses for identifying and training new personnel.

Item 1B. UNRESOLVED STAFF COMMENTS
None.
Item 2. PROPERTIES

We own and operate an approximately 85,000 square foot office building for our home office in Columbus, Ohio and lease all of
our other offices.

Due to the nature of our business, a substantial amount of property is held as inventory in the ordinary course of business. See
“Item 1. BUSINESS — Land Acquisition and Development” and “Item 1. BUSINESS — Backlog.”
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Item 3. LEGAL PROCEEDINGS

The Company and certain of its subsidiaries have been named as defendants in certain claims, complaints and legal actions which
are incidental to our business. Certain of the liabilities resulting from these matters are covered by insurance. While management
currently believes that the ultimate resolution of these matters, individually and in the aggregate, will not have a material effect
on the Company’s financial position, results of operations and cash flows, such matters are subject to inherent uncertainties. The
Company has recorded a liability to provide for the anticipated costs, including legal defense costs, associated with the resolution
of these matters. However, the possibility exists that the costs to resolve these matters could differ from the recorded estimates
and, therefore, have a material effect on the Company’s net income for the periods in which the matters are resolved.

Item 4. MINE SAFETY DISCLOSURES

None.
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PART II

Item 5. MARKET FOR REGISTRANT’S COMMON EQUITY, RELATED SHAREHOLDER MATTERS AND
ISSUER PURCHASES OF EQUITY SECURITIES

Market for Common Shares and Dividends

The Company’s common shares are traded on the New York Stock Exchange under the symbol “MHO.” As of February 24, 2016,
there were approximately 363 record holders of the Company’s common shares. At that date, there were 27,092,723 common
shares issued and 24,655,044 common shares outstanding.

The table below presents the high and low sales prices of the Company’s common shares during each of the quarters presented:

2015 HIGH LOW
First quarter $ 2487 $ 1957
Second quarter 25.61 22.20
Third quarter 27.00 17.25
Fourth quarter 25.48 20.40
2014

First quarter $ 2630 $ 21.07
Second quarter 24.78 21.05
Third quarter 24.92 19.71
Fourth quarter 23.47 18.73

The Company declared and paid a quarterly dividend of $609.375 per share on our 9.75% Series A Preferred Shares (the “Series
A Preferred Shares”) for each quarter in 2015 and 2014 (for aggregate dividend payments of $4.9 million each year). There were
no cash dividends declared or paid to common shareholders in 2015 or 2014.

The terms of our Series A Preferred Shares prevent us from paying cash dividends on our common shares unless we have paid
cash dividends on our Series A Preferred Shares for the then-current quarterly dividend period. See Note 11 of our Consolidated
Financial Statements for additional information related to the restrictions on our ability to pay dividends on, and repurchase, our
common shares and our Series A Preferred Shares.
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Performance Graph

The following graph illustrates the Company’s performance in the form of cumulative total return to holders of our common shares
for the last five calendar years through December 31, 2015, assuming a hypothetical investment of $100 and reinvestment of all
dividends paid on such investment, compared to the cumulative total return of the same hypothetical investment in both the Standard
and Poor’s 500 Stock Index and the Standard & Poor’s 500 Homebuilding Index.

Comparison of Cumulative Year Total Return
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—4&@— M/I Homes, Inc. —l— S&P 500 —— S&P 500 Homebuilding Index
Period Ending
Index 12/31/2010  12/31/2011  12/31/2012  12/31/2013  12/31/2014  12/31/2015
M/I Homes, Inc. $ 10000 § 6242 § 17230 $ 16547 $ 14928 §  142.52
S&P 500 100.00 102.11 118.45 156.82 178.28 180.75
S&P 500 Homebuilding Index 100.00 100.03 204.45 223.67 249.24 270.53

Share Repurchases

During the year ended December 31, 2015, the Company did not repurchase any common shares. See Note 11 of our Consolidated
Financial Statements for more information regarding our ability to repurchase our shares.
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ITEM 6. SELECTED FINANCIAL DATA

The following table sets forth our selected consolidated financial data as of the dates and for the periods indicated. This table
should be read together with “Item 7. Management’s Discussion and Analysis of Financial Condition and Results of Operations”
and our Consolidated Financial Statements, including the Notes thereto, contained in this Annual Report on Form 10-K. These
historical results may not be indicative of future results.

(In thousands, except per share amounts) 2015 2014 2013 2012 2011
Income Statement (Year Ended December 31):

Revenue $ 1418395 $§ 1,215,180 $ 1,036,782 $ 761,905 $ 566,424
Gross margin $ 300,094 $ 252,732 $ 206,469 $ 147,863 $ 77,301
Net income (loss) $ 51,763 $ 50,789 $ 151,423 § 13,347 § (33,877)
Preferred dividends $ 4,875 $ 4875 $ 3,656 $ — 3 —
Excess of fair value over book value of preferred shares redeemed $ — 5 — 3 2,190 § — $ —
Net income (loss) to common shareholders $ 46,888 $ 45914 $ 145,577 $ 13,347 $ (33,877)
Earnings (loss) per share to common shareholders:

Basic: $ 191 §$ 1.88 § 6.11 § 0.68 § (1.81)
Diluted: $ 1.68 $ 1.65 § 524 $ 0.67 $ (1.81)
Weighted average shares outstanding:

Basic 24,575 24,463 23,822 19,651 18,698
Diluted 30,047 29,912 28,763 19,891 18,698
Balance Sheet (De